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This Bachelor’s thesis focuses on opening a small hotel in Spain and contains information on 
opening a new business and all the phases regarding becoming an entrepreneur. This Bache-
lor’s thesis contains material on how to open a new business, explains the different types of 
business forms there are as well as all the legislative process and financial aspects concerning 
a new business.  
 
The theoretical part explains what the business plan is all about. It discusses the actions to 
take when becoming an entrepreneur as well as researches into what steps there are to take 
when planning to open a new business, in this case, a small hotel. This part also introduces 
the procedures behind opening a new business particularly in Spain.  
 
The empirical part on the other hand describes the actual business plan for this small hotel in 
Spain and what the new business is all about. It introduces what the new small hotel is 
planned to be like, such as the premises for the new hotel, the area of which the hotel is sit-
uated in, the hotels external and internal spaces as well as the hotels unique selling points. 
This part also explains the business idea, services and products, customer segments, market 
research, the future of the business and more.  
 
The conclusion and results from this research into opening a small hotel in Spain are found at 
the end of this Bachelor’s thesis. The results indicate that some consultation is needed into 
making this business a reality. Starting a journey as an entrepreneur is challenging but with 
enough additional research and planning, this business idea is definitely worth exploring 
more. The actual business plan made for this enterprise is to be found on the appendixes of 
this Bachelor’s thesis. 
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1 Introduction 
 
The purpose of this study is to develop a business plan and a Bachelor’s thesis for the author 
graduating as a Bachelor of Hospitality Management from the Degree Programme in Tourism 
in Laurea University of Applied Sciences.  
 
The writer of this Bachelor’s thesis has had a dream of opening a small hotel somewhere in 
southern Europe for many years already. This Bachelor’s thesis benefits the writer in many 
levels and acts as an actual business plan for opening this hotel. That understood it is im-
portant for the author to make the Bachelor’s thesis and business plan as comprehensive as 
possible for it to profit the author as much as possible. The actual opening of the hotel will 
happen at the earliest in five years. There is a lot to consider financially and otherwise before 
this plan can be taken forward. This business plan is a good motivator for the author and will 
be a real asset in the future.  
 
The starting point for writing a Bachelor’s thesis, and in this case a business plan, is a re-
search question. The research for this Bachelor’s thesis revolves around the event of opening 
a new business and planning and writing a business plan for this new business. This in mind, 
the main research question is, what are the main stages in opening a small hotel in Spain?  
When executing any research, the focus point must always be precise and well thought of. 
After all, if the research is not planned accurately with knowing what the effect should be, 
the results will not be as useful as possible.  
 
Besides the main research question, the scope of the Bachelor’s thesis will include for exam-
ple following research topics: challenges of opening a small hotel in Spain; business plan to 
open a small hotel in Spain; unique business idea for a new hotel.  
 
The ideal outcome of writing this Bachelor’s thesis and business plan is to have addressed 
these research topics and answered the research questions. The methodology that is used to 
help solve these questions will be mostly qualitative. This includes suitable books and web-
sites of the business sector as well as one professional interview of an entrepreneur in the 
hospitality field. 
 
This Bachelor’s thesis and business plan will be kept partly confidential and is being published 
into the Theseus database only partly with the theory and general parts. The parts about the 
writer’s own thinking and business idea as well as chapter 4 regarding the planned hotel and 
chapter 5 with the professional interview are left out of the version published into the The-
seus database due to the writer wanting to keep the business idea unpublished. Also, the in-
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terview conducted with the hospitality entrepreneur has to be kept confidential, respecting 
the interviewees own wishes. 
 
In the next chapters, the future business is fully introduced and the business plan generated 
online is found in the appendixes at the end of the Bachelor’s thesis. In this business plan, the 
financial part (funding, profitability, sales and 3 years’ performance plan) is not finished 
since this hotel will not be opened soon and real action towards opening the business has not 
been made.  
 
2 Becoming an Entrepreneur – Steps to Open a New Business 
 
This chapter introduces the steps that are needed to achieve opening any new business. 
There are a lot of details and important phases to consider and master in the plan to become 
a successful entrepreneur. Being an entrepreneur is tough work but can also be very reward-
ing but everything regarding business planning needs to be completed in the correct way. 
First, it is important to discuss basics of a good business plan. Three different books all deal-
ing with opening a new business are used to form a theoretical understanding. The books are 
in Finnish and are referenced in English by the writer of this Bachelor’s thesis, giving them 
the rightful credits and mentions in the reference list. In chapter 2.3, the process of opening 
a new business particularly in Spain is also introduced. There are a lot of differences in open-
ing a business in Finland and in Spain, these differences will be explained in detail later.  
 
2.1 Business Plan as an Instrument 
 
When thinking of becoming an entrepreneur, the first step is to have a business idea. This 
idea is then modified into a complete business plan. There are a lot of official and unofficial 
helpful websites where anyone can make a business plan by filling in answers to already exist-
ing questions and sections. The one used by the author here is a website 
“https://www.liiketoimintasuunnitelma.com/” and the final business plan made on this web-
site is added to the appendixes of this Bachelor’s thesis. 
 
As mentioned in the introduction of this Bachelor’s thesis, the writer has had a dream of 
opening a business for many years already and the business idea of a small, unique hotel has 
been there since day one. This Bachelor’s thesis works as a base for fulfilling this dream and 
the business plan is a start of a long process.  
 
A business plan is an important tool for the entrepreneur when opening a new business and 
works as a helpful instrument when, for example, thinking of expanding the already existing 
business or making any sort of changes inside the business. Some of the key points in any 
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business plan are the name of the company, which must be checked for availability, the logo 
of the company, the business idea in one sentence and the names of the au-
thors/entrepreneurs of the plan. (Raatikainen, 2011) 
 
The contents of the business plan include the background and skills of the entrepreneur, 
business form and trade name, marketing plan and competitors, customer segments, risk ana-
lyzing, staff requirements, premises and location of the new business, financial planning and 
legislative process and a lot more. (Raatikainen, 2011) 
 
In the process of drawing up a business plan, it is important to remember that the plan is 
above all made for the entrepreneur him/herself. It is a useful tool to help plan, manage and 
follow up the business operations. In addition to this, the business plan is of course also made 
for the financiers when applying for example for loans and start-up money. (Meretniemi & 
Ylönen, 2008) 
 
2.2 Opening a New Business in Theory 
 
One of the first things to consider after finishing the business plan is the business form which 
the business is going to be under. Some of the factors to consider when deciding the business 
form are the number of entrepreneurs starting up the business, planned size and scale of op-
erations of the new company, the amount of needed capital, the risks of the business, the 
continuity of the business and the image and effectiveness of the planned company.       
(Meretniemi & Ylönen, 2008) 
 
The available business forms are divided into two main types, the personal companies and the 
private equity firms. The personal company forms are private company/entrepreneur, also 
known as sole proprietorship, the general partnership and the limited partnership, also known 
as a commandite company. The private equity firms on the other hand are limited liability 
company (LLC) and cooperative (co-op). (Raatikainen, 2011, Meretniemi & Ylönen, 2008, En-
terprise Finland, 2016) 
 
The private company is the company form for which the starting up and getting out of busi-
ness is the easiest, quickest and cheapest. The functions of the company are usually based on 
entrepreneur’s own know-how and professional experience. In private company the entrepre-
neur usually works alone or with his/hers spouse and the entrepreneur makes all the decisions 
alone. The entrepreneur is also responsible for the business with own personal property and 
no wages are paid since the funds are withdrawn as private withdrawals. This type of business 
form is suitable for example as a family business. The general partnership instead is the most 
suitable as a small or medium size family business. It is formed by at least two responsible 
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partners. The partners can also be companies. The partners are responsible for the business 
with their personal property. For the general partnership, a CEO and a board of directors is 
not a requirement but can exist. The capital of the company is decided between the partners 
and this form of a company can also be started without any financial capital, in this case the 
work effort is enough. The limited partnership on the other hand is also known as a com-
mandite company and in this form, there are at least one responsible partner and one silent 
partner. Limited partnership is a valid choice when more finances are needed and there is a 
financier available who does not want to take part to the daily operations of the company. 
The responsible partners are responsible for the operations of the company and make the de-
cisions related to the operations. They oversee the obligations of the company with their own 
personal assets. The silent partner is only the financier and is only responsible for the own 
assets put in the company. Even though the silent partner is not part of the administration of 
the company, they can still be working in the company. (Meretniemi & Ylönen, 2008) 
 
The limited liability company is founded by one or more persons. The share capital for private 
limited liability companies is €2,500 and €80,000 for public limited liability companies. This 
company form is best when there are a lot of founders and a lot of capital is needed. The goal 
of the company is to profit the founders. For the public limited liability company, the shares 
are noted within the stock market. The cooperative on the other hand is founded by at least 
one person/member and there is no minimum capital. The cooperative members are respon-
sible with the number of the participation shares they have. The purpose of a cooperative is 
to support the members’ finances and living with economic co-operation. The members who 
participate in the cooperative company pay the share payment which is equal to everyone. 
The aim for this type of company is to provide services to the members, not to seek the high-
est possible profit. This all is done by democratic decision-making with one vote per member. 
(Meretniemi & Ylönen, 2008) 
 
Besides choosing the business form, it is vital to consider the other important objects in open-
ing a new business. These are for example, insurances, finances, marketing plan and staff 
requirements. In these next chapters, these objects are being observed closely. 
 
When talking about insurances, there are a lot of different ones for both the company as well 
as the entrepreneur that need to be valid and taken into consideration by any business own-
er. The different insurances that are important to have for the company are casualty insur-
ance, legal expenses insurance, product liability insurance, liability insurance and business 
interruption insurance. These insurances are important to have for any business. For the en-
trepreneur on the other hand, there are several other insurances to obtain as well. These 
consist of the pension insurance, life insurance, health insurance, accident insurance and un-
employment insurance. Besides these, it is essential to have the employees also insured 
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properly. The insurances for the employees are accident insurance, unemployment insurance, 
health insurance and group life insurance. (Meretniemi & Ylönen, 2008) 
 
These insurances cover certain important parts of any business and it is vital to not overlook 
any of these. For example, if there is a fire or a water damage in the business facilities, the 
casualty insurance would cover the damages and the business interruption insurance would in 
this case cover the loses happening while the company is out of business. Also, if an accident 
would happen in the business facilities for an employee, the accident insurance is a lifesaver 
as it covers all the accidents happening at work as well as most of the occupational diseases. 
(Meretniemi & Ylönen, 2008) 
 
The financial side of any new company is the one that will take time to consider and plan. 
Any new business owner will need a proper financial plan before anything else. The most im-
portant parts of business finances are these four factors; liquidity, viability, capital adequacy 
and productivity. When these four factors are “in sync”, the business has a good chance to 
succeed. (Meretniemi & Ylönen, 2008) 
 
Some important facts to remember when starting a new business is that for the business to 
succeed the revenue must be bigger than the expenses and the viability is the base of the 
business. The liquidity equals the money that is available for the business to use. It is there to 
point out whether the company has enough money to survive from all bills and expenses. Even 
for a business that makes money and is viable, some months it can be hard to be able to pay 
all the expenses and it is always good to prepare for “the rainy day”. The viability means that 
there are more earnings than there are spending. In the beginning of any new business, it is 
normal for the business to have more expenses and the business can easily operate at a loss 
for the first year or even two. Important here is though, that the long-time goal is always via-
bility. (Meretniemi & Ylönen, 2008) 
 
The capital adequacy on the other hand is a key number about the business’ economics. It 
means that the company does not have too much debt. The more own capital the business 
has, the more financially sound it is. The productivity is measured with the output side by 
side with the input needed to make it happen. (Meretniemi & Ylönen, 2008) 
 
Where to get money to start up a new business then? When starting up a new business, money 
is always needed. There are ways to acquire more start-up capital and these include for ex-
ample bank loans, private investors as well as the support of different foundations, private 
and public. These vary by country of course. The employment offices also give out start-up 
moneys for new entrepreneurs, but there are certain preconditions such as a good business 
idea and business plan, financial plan, realistic profitability calculations as well as entrepre-
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neurs own experience and education. To get the best possible financial help for the new busi-
ness, the entrepreneurs own tenacity during the meetings as well as a purposeful attitude are 
very important. (Meretniemi & Ylönen, 2008) 
 
The next action when starting up a business is the marketing and how it is extremely im-
portant to have a good marketing plan in place. Any possible new business owner needs to 
know the best ways to market the business as well as to whom to market. After all, the cus-
tomers are the one that will make or break the company and having a lot of customers and 
the right kind of them will bring the best possible revenue.    
 
The definition of marketing is; “The management process through which goods and services 
move from concept to the customer. It includes the coordination of four elements called the 
4 P's of marketing: identification, selection and development of a product, determination of 
its price, selection of a distribution channel to reach the customer's place, and development 
and implementation of a promotional strategy.” (Business Dictionary website, 2016)  
 
Marketing is based on thinking about the business in terms of customer needs and their satis-
faction and it can be divided into quantitative and qualitative targets. The quantitative tar-
gets are for example the number of units sold, proceeds from the sale, number of customers 
and market share. The qualitative targets are for example the positive image of the product 
and the company, the increased awareness of the product and the company, the evolution of 
the sales, the increase of the customer loyalty and the products positioning compared to 
competitors. (Meretniemi & Ylönen, 2008) 
 
There are many available marketing channels to use to get the best possible visibility for the 
new company. These are for example television, newspapers, illuminated advertising signs 
(neon signs), paper adverts, internet adverts, radio, company’s website and social media 
channels. All this cost money which is why the best possible marketing ways for a certain 
company need to be thought carefully. Something that does not cost anything is a positive 
review on the newspaper or internet, so it is important to keep up the good image. (Mer-
etniemi & Ylönen, 2008) 
 
Another important factor to consider when starting a journey as an entrepreneur is the staff 
requirements for the new company. The staff of the company has a major impact on the suc-
cess of the company from the employee’s knowledge and education to their responsibility and 
experience. When planning the company’s staff requirements, it is good to consider what kind 
of know-how is needed and in what stages and how much. An important question for example 
is whether to hire a person full-time or part-time and is the employment permanent or tem-
porary. For the temporary rushes, it is a good idea to use leased employees or trainees. There 
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are many ways to acquire new employees from online job advertisements and recruitment 
fairs to family and friends and “through the grapevine”. (Meretniemi & Ylönen, 2008) 
 
2.3 Procedures for Opening a Business in Spain 
 
These chapters explain how a new business is started particularly in Spain. The information is 
collected from the World Bank’s website Doing Business and the most recent data collection 
of that website was done in June 2016, making the information relatively new and current.  
 
The first step for opening this business in Spain is to obtain a certification of uniqueness of 
proposed company name (certificación negativa de la denominación social). This is typically 
requested through the website of the Central Commercial Registry and once the registry is-
sues the certification, the requested corporate name will be reserved for a maximum of six 
months from the certification's date of issuance. (Doing Business website, 2017) 
 
The next step is to open a company bank account, deposit capital and obtain a deposit certif-
icate. Usually, this is done by depositing the amount of the contributions directly in the bank. 
Once this is done, the bank issues the relevant certificate proving the deposit has been done. 
After this, filing the Single Electronic Document (DUE) is usually done. All type of companies, 
regardless of the share capital or the number of shareholders can now start a business 
through CIRCE, the electronic platform of the Ministry of Industry, Energy and Tourism. 
Through CIRCE, the entrepreneur completes a single registration form called DUE that is sent 
to the notary´s office, the commercial registry, the tax agency and the social security agen-
cy. (Doing Business website, 2017) 
 
Next it is advised to obtain the registered public deed of incorporation and the fiscal identifi-
cation number (CIF) before a public notary. This takes approximately a week and when the 
public deed is granted by the notary, the company is registered with the commercial registry, 
the tax authorities and the social security agency. Besides the granting of the deed that re-
quires the physical presence of the founders, the rest of the procedures are completed elec-
tronically through CIRCE. (Doing Business website, 2017) 
 
The payment of the municipal tax for urban services (tasa por prestacion de servicios urban-
isticos) is the next step in opening a new business in Spain. This payment is required before 
submitting the notification of start of operations (declaración responsable). The bank issues a 
receipt of payment. After this, the notification of start of operations for the company can be 
made. Submitting a notification of start of operations (declaración responsable) to the Town 
Council, the responsible declaration procedure is to be prepared in accordance with an offi-
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cial model. This declaration can be filed with the Municipality in person, by mail or online 
through the CIRCE platform. (Doing Business website, 2017) 
 
The last step is to notify the Ministry of Labor and Industry of operations. The corresponding 
autonomous community must be notified within the first 30 days of the start of activities and 
the opening of the workplace. Every autonomous community has its own form. Some require 
that work injury and safety documentation be filed along with the forms. Other forms and 
documents might be needed depending on the workplace activities. Business founders can 
notify the Ministry of Labor and Industry online through the CIRCE platform. (Doing Business 
website, 2017) 
 
3 Opening a Small Hotel – Different Types of Accommodation 
 
When planning to open a new company that offers accommodation, the first step is to figure 
out which type of accommodation it would be. The different types of accommodation are 
hostels, motels, bed & breakfasts as well as small and big hotels (usually chains). There are 
plenty of other forms of accommodation available such as camping, house sitting, caravan-
ning, vacation rentals etc., but since this Bachelor’s thesis is about opening a small hotel, the 
focus here is on the hotel types of accommodation. These types are next explained in more 
detail based on the writers own travel experience and knowledge as well as using a Luxury 
Accommodations Blog – article as a source. This source is found from the reference list at the 
end of this Bachelor’s thesis.  
 
A hostel is a type of cheap accommodation targeted to youth travelers; it is normally a dormi-
tory type of accommodation. Hostels provide dormitory style budget accommodation for trav-
elers with several guests sharing a room. Many hostels also provide private rooms in addition 
to dormitory accommodation. Bathrooms are usually shared and located in the hallways. For 
many people wanting to stay at hostels, the opportunity to meet other travelers is part of the 
appeal. 
 
A motel is a hotel designed for motorists and usually has a parking area for motor vehicles. A 
motel is typically single-story with rooms opening directly onto a parking lot, making it easy 
to unload suitcases from a vehicle. The original concept of a motel as a motorist's hotel is of 
American origin and started from the 1920s. 
 
Bed & Breakfast (typically shortened to B&B or BnB) is a small lodging establishment that of-
fers overnight accommodation and breakfast. Bed and breakfasts are often private family 
homes and typically have average of six rooms. B&B is usually an intimate, independently run 
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lodging establishment and the breakfast is included in the room rate. Bed & Breakfasts are 
common in the United Kingdom. 
 
Small hotels are similar to bed & breakfasts but normally offer around 10-50 rooms and might 
offer a dinner or lunch besides offering breakfast. Small hotels are usually privately run and 
can offer amenities such as a swimming pool or on-site restaurant. In USA, small hotels are 
often referred as inns. Another name for a small hotel is a boutique hotel, which is a common 
term in North America and United Kingdom. Small hotels usually offer a unique theme which 
shows in room details and furnishing as well as on the exterior of the hotel.  
 
A hotel is generally the largest of all accommodation types. There is typically a common re-
ception area, and rooms normally open directly onto a hallway. At most hotels, there is an 
on-site restaurant offering a’la carte menu and/or buffet type of serving. A wide range of 
guest services is available, such as laundry and room service. Most hotels also offer on-site 
activities and amenities such as tours to tourist sites, swimming pools and gyms. Hotels are 
often members of larger hotel groups, and a similar accommodation experience may be avail-
able in different establishments within the group. 
 
4 The Hotel 
 
The next chapters introduce the actual small hotel that is planned to be opened in Spain. The 
chapters include describing what the new hotels exterior and interior are planned to look like 
as well as where in Spain the hotel is planned to be situated. Marketing, staff requirements, 
financial and legislative process etc. are all likewise explained in the next chapters.  
 
4.1 Introduction to the New Business 
 
As mentioned before, the planned business for this Bachelor’s thesis and business plan is 
small hotel in Spain. The hotel is planned to be a small unique privately run hotel on the east 
coast of Spain, more precisely in the surroundings of Alicante town. All this planning can of 
course only be objective for now since a lot can still change from this moment to the actual 
moment of opening this business in the future. For example, it is impossible to tell at this 
moment, what kind of premises would be available to buy in Spain or whether it would be 
possible to build premises from scratch.  
 
4.2 Location and Premises 
 
The planned location for this small hotel is on the east coast of Spain, more precisely, the 
surroundings of the Spanish town Alicante, which is a town in Costa Blanca. The author of this 
 
 
 
C nfidentia
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Bachelor’s thesis visited Alicante in spring of 2014 and got inspired to start this business spe-
cifically there. Alicante is a “small big town” with a lot to offer for a tourist. It is on the coast 
and has amazing beaches and coastal surroundings to offer. There is a lot of history and his-
toric sites available, such as the Castle of Santa Barbara, as well as great shopping amenities 
and cultural events. The city is the eight largest metropolitan areas of Spain and hosts a lot of 
tourists but the city has also been able to keep its local charm and has not transferred into a 
complete tourist spot.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Image 1: Map of Spain (Tourizm Maps, 2017). 
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Image 2: Map of Alicante (Lonely Planet, 2017). 
 
The premises of the planned small hotel would likely be very close to the coast and Mediter-
ranean Sea or at least within a short walking distance of the beach. It is preferred by the en-
trepreneur to find an already existing premise which has served as an accommodation service 
beforehand as this would mean it would most likely already have a steady clientele. Another 
choice would be to build a completely new premise but it would be more costly regarding 
time and money. The ideal situation would be to find an existing hotel premise that would 
need a bit of renovation and love, but would be in a decent state within its exteriors and in-
teriors overall.  
 
The planned premise would have around 15-30 private rooms with private bathrooms, an on-
site restaurant serving breakfast which would be included in the room rate. The breakfast 
restaurant would also serve as an a’la carte restaurant for lunch and dinner time and would 
have a bar open in the evening times. Some other amenities planned for the premises would 
be an outdoor pool and sun beds which would be open from around May until September, de-
pending on the weather. The hotel would have a 24-hour reception desk with information 
leaflets about tours and other touristic places as well as free Wi-Fi for the guests.  
 
 
 
 
 
 
 
 
Confidential 
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As mentioned before, this small hotel is planned to be unique with a special theme and this is 
hopefully what would separate this hotel from the other competitors. Some of the unique 
selling points (USPs) would be eco-friendly, pet-friendly as well as rooms with a specific 
theme. 
 
For the eco-friendly part, the plan for the hotel would be to use only locally produced prod-
ucts for the food served in the on-site restaurant as well as use ecological cleaning products 
and bedding in the rooms. The restaurant will also have an extended vegetarian and vegan 
menu. If possible, the premises would also have solar panels to generate at least most of the 
electricity used in the hotel.  
 
For the pet-friendly part, the plan is that all the rooms or a specific number of the rooms 
would be pet-friendly meaning that people traveling with pets are welcome to stay in them 
with a small cleaning charge. For the travelers with pets, a complimentary welcome pack 
with products, such as toys and snacks, would be offered. A big fenced area would be re-
served for the pets in the outdoor premises of the hotel and a dog-walking service would be 
available for a small fee. Another unique factor would possibly be that the hotel would work 
together with a local shelter and have a couple of the shelter dogs and cats in all times avail-
able to play with in a specific area of the hotel. These pets would be vaccinated and neu-
tered and be available for adoption, also internationally, especially to the author’s home 
country in Finland. The available pets would be presented in the hotels website and be avail-
able for adoption without staying and visiting the hotel. In this way, the pets would fly to 
their new homes with a traveler as a host. Of course, the co-work together with a shelter 
would only happen if the hotel will become successful. The hotel needs to come first and the 
co-work second. Otherwise, the shelter co-work cannot be sustainably run.  
 
Another unique selling point for the hotel would be the specific themes that the rooms of the 
hotel would have. The theme for the interior design would be “around the world in one 
night”. This would mean that the design for the interior would be based in different countries 
of the world and internationality. All the rooms would be decorated with a different country 
in mind and the guest would even have a chance to pick a specific country upon booking a 
room. This theme is thought to separate the hotel even more from the competitors and is in-
spired from the writer’s own interest in cultures, languages and internationality. 
 
The hotel would have standard rooms with the choice of either two separate queen/twin size 
beds or one big king size bed and a sofa bed or a possibility for an extra bed, meaning that 
the standard rooms would accommodate a maximum of four persons. 
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Besides standard rooms, the hotel would also have a couple of suites for even more luxury 
hotel stay or for larger families/groups; these rooms would have one to two separate bed-
rooms as well a separate living space and a bathroom with a big bathtub.  
 
The plan for the hotel is to also have one or two bigger dormitory style rooms with 4-8 bunk-
beds and a shared on-suite bathroom. These rooms are perfect for budget travelers or people 
traveling alone. This plan is only been put in use in case the hotel would not in itself invite 
enough single travelers and young people in. 
 
As mentioned above, these rooms would be decorated with the “around the world in one 
night” theme with a specific country in mind. Also, the restaurant of the hotel would be part 
of the same theme and offer special internationally themed evenings such as “Taco Tues-
days”, “Pizza Fridays” or “Scandinavian Sundays” that would be available for people to order 
besides the normal a’la carte menu.  
 
4.3 Staff Requirements 
 
For the planned hotel, it is central to have enough staff to make the operation of the hotel as 
efficient as possible. The writer of this Bachelor’s thesis and business plan will most likely be 
the owner of the hotel as well as the CEO (chief executive officer) and would oversee the 
personnel as well as the reception, cleaning and maintenance and other premises operations. 
A business partner would be a possibility. Other important staff roles would be the reception 
manager / front office manager, restaurant and bar manager as well as a supervisor for the 
cleaning and maintenance of the hotel. Besides these roles, other staff requirements would 
be 3-5 receptionists, 3-5 waiters, 2-3 chefs, 3-5 cleaners, “a handy man”, gardener / pool 
cleaner etc. The number of workers and different staff roles will depend on how many rooms 
the actual hotel will have in the end as well as if the co-operation with the local shelter 
would be realized. 
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4.4 SWOT Analysis 
 
”A SWOT analysis focuses on the four elements included in the acronym, allowing companies 
to identify the forces influencing a strategy, action or initiative. Knowing these positive and 
negative elements can help companies more effectively communicate what parts of a plan 
need to be recognized.” (Business News Daily article, 2017) 
 
The word SWOT is made of the words Strengths, Weaknesses, Opportunities and Threats. The 
first two, strengths and weaknesses, are classified as internal factors such as financial, physi-
cal and human resources and the last two, opportunities and threats, refer to external factors 
and they normally reference things the company or entrepreneur itself does not control such 
as market and economic trends, funding and demographics. (Business News Daily article, 
2017) 
 
The strengths, weaknesses, opportunities and weaknesses of this new business are explained  
in the Figure 1. 
 
 
Figure 1: SWOT Analysis. 
 
The strengths of this small hotel as a new business are the easiest to list because of the ho-
tels interesting business idea. Using the unique selling points of this hotel, the eco-
friendliness and the pet-friendliness as well as the internationality theme, the plan is to make 
this hotel really stand out from the competitors. Also, the entrepreneur has a lot of interna-
tional experience from traveling as well as living, working and studying abroad in different 
 
 
Confidential 
 
 
Confidential 
 
 
Confidential 
 
 
Confidential 
 
 
Confidential 
 19 
 
cultures and these experiences will be a big help in starting this business in Spain. Another 
strength for this new business is the knowledge and interest in different marketing ways with 
the focus on social media and other internet based marketing, which clearly are the market-
ing ways of today.  
 
The biggest weaknesses of this new business are most likely the lack of experience in entre-
preneurship as well as the financial side. The writer has grown up in a family with a parent as 
an entrepreneur and has seen what entrepreneurship can be in both its best and worst. The 
plan is also to seek out professional help in starting up the business. At this point, it is impos-
sible to tell what sort of funding is available for the entrepreneur and the weakness is that, 
enough financial assets, such as loans from the bank, start-up money or entrepreneur’s own 
savings, are not yet available. This would mean that all business ideas might not become a 
reality.  
 
What comes to the opportunities of this new business, the most important could be to be-
come well-known, unique and appreciated hotel within the Alicante region. In addition, the 
possible co-operation with a local animal shelter would mean that a lot of homeless animals 
could get a chance to find loving, new homes. With this co-operation as well as with the eco-
friendliness and vegetarian and vegan menus in the hotel, a lot of awareness for these issues 
is given to the customers.  
 
The largest threats in starting up this business are the competitor hotels in the area as well as 
the “new business risks” such as the lack of customers, financial help and higher costs in the 
start of the business. These could be avoided with careful planning and marketing. Another 
threat can also be the new widely popular Airbnb accommodation site. This is not necessarily 
a direct threat since the accommodation type is different but still a considerable one. Pricing 
in the beginning of any new business can be seen as a potential threat as too high prices scare 
the customers away and too low prices, on the other hand, can affect the first-year profit 
noticeably.  
 
4.5 Finances and the Legislative Process 
 
Over a longer period, only a company making revenue can grow and develop. With that in 
mind, it is vital to keep in mind that making precise calculations on new business’ liquidity 
and on expected expenses is extremely important. After all, it is impossible to start a new 
hotel without knowing how much money there is to be used and how much money is expected 
to be spent within starting up the new business. (Hesso Johannes, 2015) 
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The entrepreneur of this hotel is planning on reaching out to different private investors as 
well as to get a loan or two from the bank. It is however impossible to know at this point al-
ready what kinds of finances are needed and how much money has the entrepreneur been 
able to save.  
 
The entrepreneur is aware that the spending within the first year will be more than the earn-
ings. Therefore, the plan is to take enough time to first find funds and save money. When 
starting a new business, it is quite common for the entrepreneur to not be able to withdraw 
much of pay for a while and this highlights again the importance of having enough means. 
Another possibility is to apply for start-up money which is often granted for new businesses 
with interesting business plans. In many cases, this money does not need to be paid back. 
(Yrityksen perustaminen website, 2016) 
 
When it comes to the legislative side of this business, it is important to remember that when 
starting up a business abroad, the legislative process is always different than what it would be 
for example in Finland. The business forms, registration process and other modes of operation 
always must follow the local legislation, in this case the legislation in Spain. The plan is to 
seek out professional help from both in Finland as well as in Spain to make sure everything is 
carried out the correct way. (Yrityksen perustaminen website, 2016) 
 
4.6 Market Research and Marketing Strategy 
 
How to get customers to stay in the new hotel? How to grow a steady clientele? How to make 
the hotel visible within people from around the world? Marketing is the answer to these ques-
tions. A great marketing plan is a must that should not be overlooked.  
 
The planned hotels targeted customers will most likely be families, single travelers and cou-
ples. The customer segments will be explained in more detail in the next chapter but it is vi-
tal to know to whom to market.  
 
In the definition of marketing, the four P’s are stated. These are product, price, place and 
promotion (Business Dictionary website, 2016). When starting up this hotel, the product is a 
hotel stay or a restaurant service. The price will vary depending for example on which type of 
room the customer is staying in, whether there is a discounted deal in place or what time of a 
year the customer is coming to stay at the hotel. The summer season will most likely be in 
session from mid-April to mid-October and the prices will be higher during this time. The 
place means the channels from where to reach the potential customers the best way. These 
channels will be the hotel’s website and own social media sites as well as external websites 
such as Hotels.com, Trivago and Booking.com. If possible and within the budget, radio, TV, 
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neon advertising signs and local newspapers are also used as places. The promotion means a 
strategy that is put in place for the new hotel. It is there to help the new business reach its 
full marketing potential. On this social media era, one of the most important marketing chan-
nels is the social media sites such as Facebook, Instagram, Twitter and YouTube as well as a 
high visibility on search engines such as Google. These channels will be used wisely and will 
be updated often. The author’s own expertise on these will help with getting the hotel visi-
ble.  
 
These marketing channels will take out quite a bit of money from the hotel’s budget. During 
start-up phase of the hotel it is important to decide which marketing ways are the best to use 
first and which can be saved for later. For example, it would be a good idea to find a reporter 
to write a piece of the new business in both a local newspaper as well as to one in the entre-
preneur’s home country of Finland.   
 
4.7 Customer Segments 
 
When starting up a new business, one of the first things in mind should be for whom the new 
business is targeted for. After all, it is impossible to succeed as an entrepreneur without hav-
ing a steady clientele for the business. There are many different customer segments that 
need to be considered. These can be families, single travelers, couples, backpackers, young 
people, business travelers, meeting- and conference guests etc. Another way to differentiate 
customer types in marketing is through groups of individuals that are similar in a specific way, 
such as age, gender, interests and spending habits.  
 
In this small hotel, the most important potential customers are families, couples and also sin-
gle travelers with above minimum budget. The hotel will not be a cheap hostel type accom-
modation but also it will not be too expensive, making it more inviting for more customer 
types. There will be different types of rooms varying in price instead of sacrificing in quality.  
 
For families, there will be family friendly rooms for up to 4 guests in one room. There will 
also be a possibility for an adjoining room, which will come in handy for bigger families. 
These family friendly rooms will either have a double bed or two single beds as well as a sofa 
bed for two persons. There will be a possibility to borrow a baby crib for a small fee. All the 
rooms, including the family rooms will have a small fridge, which will be an asset especially 
with small children as well as a TV and a DVD player. The main lobby will also have activities 
such as books, DVDs, board games and toys for the guests to borrow without charge. The two 
of the hotels special unique selling points, pet-friendliness and eco-friendliness, will hopefully 
be baits for families with children and pets.  
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The rooms more suitable for single travelers on the other hand will be perfect for backpack-
ers with an above normal budget as well as for business travelers. These rooms will either 
have a double bed or two single beds, a TV as well as free Wi-Fi. The price for these rooms 
will be cheaper than other rooms, but the quality of the room will still be good. The plan for 
the hotel is also to have one or two dormitory style rooms with a couple of bunkbeds, which 
would be perfect for single travelers and backpackers with a smaller budget. These rooms 
would only be a reality in case the hotel itself would not attract single travelers otherwise. 
The plan is to use the eco-friendliness as a selling point especially for backpackers and 
younger people that usually are more aware of environmental friendly ideas as well as ve-
gan/vegetarian food, which would be served in the a’la carte restaurant.  
 
For couples, the planned suites would be perfect. There will be a couple of suites in the hotel 
for a more luxurious stay. These suites would have one to two separate rooms as well as a 
separate living space, a big bathtub in the bathroom and a nice balcony with a garden view. 
These rooms would especially be marketed for honeymoon travelers. The hotels beautiful sur-
roundings, the green garden as well as the outdoor pool with sun chairs would all be perfect 
marketing tools for couples.  
 
All in all, the marketing segments will be well thought of, and this way the marketing budget 
will be wisely spent where it should be spent. The hotel’s unique selling points will come to 
good need with the marketing and inviting over new possible guests.  
 
4.8 Products and Services 
 
For any new business, other important factors to consider are the offered products and ser-
vices. After all, it is the special products and interesting services that bring guests over and 
makes them interested in talking up the hotel as well wanting to come back for another visit.  
 
The hotel will have several products to offer for the customers. The main product here is of 
course the accommodation facilities meaning the hotel rooms. As introduced in the previous 
chapters, there will be a variety of different and unique hotel rooms to choose from when 
making a reservation to the hotel. The product in the form of a hotel room always has a lot of 
competitors, which is why the key to successfully market and use this product, is to offer 
something the next place will not offer.  
 
Other products offered in the hotel premises are the swimming pool facilities, sun chairs and 
free activities for guests such as DVDs, books and games, the complimentary products in the 
rooms such as towels, bathrobes, slippers and hair-, face- and body products.  
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The main services offered on the other hand are the on-site restaurant including a buffet 
breakfast and an a’la carte menu, the dog-walking / pet-sitting service and the 24-hour ser-
vice desk and reception offering around the clock help and information. The hotel will also 
offer a service to rent bikes to go sightseeing as well as work in co-operation with a local 
rental car company to help with the service of rental car possibility. 
 
There will be plenty of other products and services available and these will confirm when the 
hotel gets closer to reality. The most important product, as mentioned before, will be the 
hotel rooms themselves as well as the quality and service of the whole hotel itself. 
 
4.9 Supply and Demand 
 
The supply and demand part of opening a new business walks hand in hand with doing re-
search on the competitors of the area. The competitive analysis is important and must be 
done when deciding on the premises for the hotel in Spain. When it comes to opening particu-
larly a hotel as a business, there will always be a lot of competitors, no matter what the area 
and location is. Since this hotel is planned to be opened on the east coast of Spain and near 
of the town of Alicante and the coast, the amount of competitive businesses’ will rise even 
more. The entrepreneur is planning on making a visit or two in the area before any plans be-
come reality to seek out the area and getting acquainted with the competitors.   
 
The supply of other accommodation facilities in Spain is huge, especially in the most touristic 
areas such as the south coast and the big cities such as Barcelona and Madrid. Luckily the 
planned area in close proximity of the town Alicante in Costa Blanca is not as touristic as oth-
er areas in the south, so the demand will be better. The entrepreneur is confident though 
that this small hotel with a new ideology, unique selling points and the young energy and pas-
sion of the entrepreneur will make a difference, become an advantage and help with making 
the hotel a success.  
 
4.10 Actions to Start Up the Company 
 
There are several important steps to follow when the actual starting up the new business be-
comes a reality. Some of these steps include the name of the company, planning and deciding 
on a logo for the company, registering the company, choosing the company form and finding 
funding.  
 
These steps are easier to introduce when the business gets started for real and not just in 
paper. The name of the company though is something that the author has already had in mind 
for a while. This name is “Algo Nuevo Hotel”, which means “something new”. This name was 
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inspired by the new and interesting unique selling points this new hotel is to offer. These are 
the eco-friendliness, pet-friendliness, the international theme and the possible co-operation 
with the local animal shelter. They certainly are something different and something new, 
perhaps not separately but together in one place. Before starting up the new business, the 
name needs to be checked up for availability. It is not possible for two businesses to have the 
exact same name. This is done by obtaining a certification of uniqueness of proposed compa-
ny name (Doing Business website, 2017). More on this is to be found previously on the chapter 
about starting a business in Spain.  
 
When it comes to the logo of the hotel/business, the plan is to find a graphic designer to de-
sign the logo. The registering of the company happens through the commercial registry, the 
tax authorities and the social security agency, this is also explained better in the chapter 
about starting a business in Spain. (Doing Business website, 2017) 
 
The plan for this small hotel is to have someone else besides the writer to start up the com-
pany, this person would be an equal partner. This is mostly because having two persons to 
start up a new business is always safer, easier and possibly cheaper as well. That in mind, the 
company form for this business will most likely be a general partnership, but this is only of 
course a reality, if another suitable partner is to be found. Another possibility for the compa-
ny form would be a private company in which the starting up and getting out of business is 
the easiest, quickest and cheapest. This would be a reality if the hotel becomes a family 
business. (Raatikainen, 2011, Meretniemi & Ylönen, 2008, Enterprise Finland, 2016) 
 
In addition to these, finding funding could be the most challenging action to take in starting 
up this new business. It is quite impossible to dive into this one already now, because of a lot 
of the funding that is needed depends on how much money the writer/entrepreneur has been 
able to collect and save up during the years leading to the opening of the hotel. But the reali-
ty is that opening a new business, especially in another country, will not be cheap, meaning 
that a loan or two from the bank and/or investors are needed.  
 
4.11 The Future of the Business 
 
It is important to know even before starting up a new business, where the company is going, 
what plans there are for the company to succeed and improve and what does the future of 
the company look like. In this case, when writing a business plan, the future should most im-
portantly be examined at the one year of operations mark. 
 
It is quite hard to imagine what the business will look like after being in operation for one 
year, especially since the starting up the new business is not yet even a reality yet. But most 
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likely, the plan is to make real profit with the business after the first year as well as to al-
ready have a steady and satisfied clientele. Hopefully, the co-operation with the local animal 
shelter has been a success and many homeless animals have found loving homes. 
 
5 Qualitative Research – Interview with an Entrepreneur  
 
The writer of this Bachelor’s thesis had an opportunity to sit down with and interview a local 
entrepreneur in the southwest part of Finland. This entrepreneur wanted to keep the name of 
the company unpublished but the company can be described briefly as a small meetings and 
hospitality facility. The entrepreneur of this business has been working as an entrepreneur for 
close to 40 years, meaning that the insight was very helpful and appreciated for someone who 
is just starting the entrepreneur way of life.  
 
This particular business was started already in the 1960s and has been in the family ever 
since. Before this business, the place was previously a family home and after the entrepre-
neur’s parents past away, it was demolished and rebuilt as it is today. The facility still sits on 
family land, 1,3 acres in total and right on a beautiful lakeside.  
 
The business was opened as a result of a lot of demand, there were plenty of inquiries even 
before the opening of the business. This business includes meeting, sauna and other event 
spaces for approximately 20 persons during the winter and 40 persons during the summer, 
when an outdoor tent with side walls is added. The business also includes a possibility for ac-
commodation for up to 10 persons.  
 
Some unique selling points of this business include the food services, a special steam sauna, 
the heated outdoor tent for events and the possibility to borrow certain activities such as 
stand up paddle boards, yoga equipment and traditional archery tools. When it comes to the 
food offered in the facility, this is something that really stands the business out. All the food 
served is produced all the way in their own kitchen right next to the meeting area and the 
food is then served as a multi course meal by the business’ own professional and talented 
“chef de table”. The head chef is also responsible of booking and executing of the meetings 
and events and works side by side with the entrepreneur. During the interview the author got 
offered a meal and dessert as well which was very tasty and thoughtful. Another unique fac-
tor in this business is the fact that every single event and meeting organized is always a pri-
vate event meaning that there will never be two events at the same time.  
 
What did the author learn during this interview then? Only the chance to see another small 
hospitality business in action was a big help and really gave insight in being an entrepreneur. 
Some of the main points that the author got to take away from this interview were some new 
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marketing ideas and the importance of customer orientation. This business had a different 
view of marketing the business by using the sales as a marketing tool. This means that the 
business for example makes business calls into potential customers inviting them for a visit to 
the premises and almost always making a deal this way. This makes sense, since the main cli-
entele for this business are other businesses’ holding meetings. This business really knows 
how to go above and beyond when holding an event and they even always offer a special 
“surprise” for every customer group. This can be for example to offer a special shot at the 
end of the meeting for everyone to make them stay a bit longer or a dessert when only main 
course is ordered. The important factor in this “surprise” is to read the customer correctly 
and that way knowing what they might need or want without for the customer having to ask 
for it.  
 
Some of the tips given to the author by this entrepreneur were that the own customer seg-
ments need to be known well, charming and surprising the customers is always a plus, the 
competitors must be known and that the entrepreneur should be present in every planning 
and execution phase of the new business.  
 
6 Conclusion 
 
The research of this Bachelor’s thesis began with question “What are the main stages in open-
ing a small hotel in Spain?” Now after careful consideration and research it has become clear 
what is required to make this business reality. The challenge will be to understand local legis-
lation and business terminology in Spain. One of the conclusions is that perhaps some local 
consultation will be needed. Additional research questions have risen with the completion of 
this Bachelor’s thesis. These include: funding plan, profitability calculations and time frame. 
This said, the writer has become convinced that this unique business plan is worth exploring 
more.   
 
In the end, this Bachelor’s thesis and business plan will serve the writer as a base and motiva-
tor in opening the new business in the future. As it can be learned from this Bachelor’s thesis, 
opening of a new business is not easy. Becoming an entrepreneur can be very rewarding, but 
it will take a lot of time and effort. With the right plan, sufficient research and resources and 
with enough determination it can become reality. The future entrepreneur is truly excited in 
making this dream of becoming a small hotel owner true one day.  
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